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meet with disappointment.   The arguments against such direct sale are as
follows:
1.  The alleged economy may be false.   A corporation engaged in
manufacturing automobiles, or any other product, is apt to be wholly
inexperienced in, and unprepared for, the marketing of securities.   It is not
acquainted with the investment markets and has no salesmen trained in the
work to be done, no clientele ready to give favorable consideration to its
offerings, and no means of protecting those who purchase its securities.   If
it performs the same services offered by investment bankers, it is doubtful
that it could compete with them on the cost of such services.
2.  Many investors are prejudiced against the purchase of securi-
ties directly from the issuing corporations.   They frequently assume
that the absence of support of an investment banker indicates that the
securities offered lack those qualities which could attract such support.
They are more likely to buy a security because of the prestige of the
investment banker that offers it for sale than because they have faith
in the issuing corporation.   Not only may the sale through investment
bankers be more successful, but higher prices may be obtained for the
securities sold.
3.  Investment bankers seldom enjoy the role of lifesavers.   If their
services are requested only in emergencies that cannot be met by the cor-
poration by other means, they may be unwilling to respond to such calls.
Payment of sales commissions may act like insurance premiums, ensuring
the corporation later support if a time of need should arrive.   The advice
of organized security dealers in selecting the particular type of security to
be offered may well be worth more than the amount of the sales commission.
The timing of the security sale may be gauged better by those operating in
the securities market regularly.
4.  Securities sold directly may be less easily digested than those sold
through reputable banking houses.   The clientele of the latter are more
apt to be security purchasers who are accustomed to invest their money in
this manner.   The purchasers of securities directly from the issuing cor-
poration may be mere speculators, hoping for a quick turn.   If these hopes
are not realized, disappointment follows, and the market may be flooded with
securities for which there is little demand and no machinery set up for
absorbing them.   Securities sold through organized security dealers are
often given the advantage of market support until they have found places
in the strong boxes of purchasers who expect to hold them for a considerable
period of time.   The method of providing this market support is described
in the succeeding chapter.
5.  Attempts at direct sale of securities may be unsuccessful.   In this
event, two results would follow, both embarrassing to the issuing corpora-
tions: (1) The money needed and perhaps already spent would not be